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The good old “Slogan” that tells you where to go for 
complete assortments. 

Eighty (80) pages of Wholesale Price List just off 
the press—Packed full of Good Things—Priced right 
for Specimen Material. Get your copy now. 

One of our Specialties from this list is 
POLYGONUM AUBERTI—China Fleecevine 
Strong 2 year plants, $3.50 per 10; $30.00 per 100 

From the “Lining Out List” (One of America’s most 
complete listing of L. O. S.) we offer the Climbing Hy- 
drangeas—Novel Plants. We predict that they are 
“comers” and coming fast. 

HYDRANGEA PETIOLARIS, 1% im. Pots 
$17.50 per 100; $150.00 per 1000 
SCHIZOPHRAGMA HYDRANGEOIDES, 2% in. pots 
$14.00 per 100; $120.00 per 1000 


We solicit your inquiries. 


THE COLE NURSERY COMPANY 
PAINESVILLE, OHIO 


ene  ii ‘ 
CLIMBING HYDRANGEA 700 Acres Established 1881 
Courtesy Arnold Arboretum 


USE BOOKS TO INCREASE YOUR SALES 


of all kinds of Nursery Stock, Bulbs, Flowers and Vegetable Seeds 
“GARDENING DUFFERS” NEED BOOKS 


Macmillan books will give them exactly the assistance and encouragement they need, when 
they need it. Sell them the idea of getting help from books, help them get the right books and you 
will create confident, aggressive buyers for your own products. 

The book publisher by himself has no way of learning who the “gardening duffers” are. So 
he cannot reach them and turn them into buyers for you. But you do reach them through your 
You, therefore, are the logical one to sell books on gardening and © 
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catalogues and circulars. 
through books to sell your stock. 


THE MACMILLAN COMPANY WILL COOPERATE 
Why not, then, cooperate with one of the country’s largest publishers of books in turning 
“gardening duffers” into intelligent, enthusiastic lovers of flowers and plants? It will cost you 
nothing to cooperate. Because of the discounts we allow you, your profits from the sale of books 
will leave a balance over and above the slight expense to which you may be put. You will not be 
required to buy books, or stock them, or ship them. Send your orders to us and we will handle all 
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the details for you. ; 
To secure our cooperation in your plans, please address a letter to us, as follows: 


THE MACMILLAN COMPANY 
60 Fifth Avenue Advertising Department New York, N. Y. 
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EDITORIAL DEPARTMENT—Communications on any sub- 
ject connected with Commercial Horticulture, Nurseries or Ar- 
boriculture are cordially invited by the Editor; also articles on 
these subjects and papers prepared for conventions of Nursery 
or Horticultural associations. We also shall be pleased to re- 
produce engravings relating to these topics, Orchard Scenes, 
Cold Storage Houses, Office Buildings, Fields of Stock, Specimen 
Trees and Plants, Portraits of Individuals, ete. Engravings will 
be made from photographs at cost. 

Advertising—Last forms close (semi-monthly) on the 10th 

| and 25th of each month. If proofs are wanted, copy should be 
on hand one week earlier. 

“AMERICAN NURSERYMAN” is distinctive in that it reaches 
an exceptional list and covers the field of the business man en- 

gaged in Commercial Horticulture—the carlot operator. Here ix 

| eonecentrated class circulation of high character—the Trade 
Journel of Commercial Horticulture, quality rather than 
quantity. 

“AMERICAN NURSERYMAN” will not accept advertisements 
that do not represent reliable concerns. 

SUBSCRIPTIONS—“AMERICAN NURSERYMAN,” published 
semi-monthly, on Ist and 15th, will be sent to any address in 
the United States for $2.00 a year; Foreign $2.50 a year; Canada 
$3.50 a year. Single copies of current volume, 15c; of previous 
volumes, 25c. 

L. M. GEMINDER 
General Manager 


AMERICAN NURSERYMAN ---- April 1, 1933 





AMERICAN FRUITS PUBLISHING COMPANY, INC. 


WHAT THIS MAGAZINE STANDS FOR—Clean chronicling 
of commercial news of the Pinnting Field and Nursery. Ar 
honest, fearless policy in harmony with the growing ethics of 
moderna business methods. 

Cooperation rather than competition and the encouragement 
of all that makes for the welfare of the trade and of each of its 
units, 

Wholesome, clean-cut, ring true independence. 

INDEPENDENT AND FEARLESS—“AMERICAN NURSERY- 
MAN” makes no distinction in favor of any. It is untrammeled 
in its absolutely independent position and rates the welfare of 
the Nursery Trade above every other consideration. 

OF This Magazine has no connection whatever with a par- 
ticular enterprise. Absolutely unbiased and independent in all 
its dealings. 

Though it huppens that its place of publication is in the eant- 
ern section of the country, it is thoroughly National in its char; 
acter and International in its circulation. 

Its news and advertising columns bristle with announce- 
ments from every news corner of the Continent. 

It represents the results of American industry in one of the 
greatest callings—Commercial Horticulture in all its phases of 
Nursery Stock, Orchard and Landscape Planting and Distribu- 
tion. 

39 State Street, 
Rochester, N. Y. 











Classified Business Announcements In Current Issue 


AN INDEX OF CURRENT WANTS AND OFFERINGS IN THE NURSERY TRADE 














Lining-out sizes, 

6-9, 9-12, 12-18 and 18-24 inches 
Large Trees for permanent planting 
5-6, 6-8 and 10-12 feet 
Arthur L. Norton Nurseries 


Clarksville, Missouri 








1932-1933 
Offers to the Trade at special prices a 
full assortment of all varieties of 


Small Fruit Plants 
Rambo’s Wholesale Nurseries 


WESTMINSTER, MD. 
Offers at special prices California Privet, 
Lombardy Poplars, Oriental Planes, 
Shrubbery, Evergreens, Perennials, etc. 


Write for new price list. 














Canterbury #Hoxiunond 


Buxus suffruticosa and B. sempervirens. 
Selected uniform plants; bushy and foliaged to 
center; masses of fibrous roots. Finished speci- 
mens from 4 inches up, ready for quick shipment. 
Prices lower, plants larger. Ask for special list. 


CANTERBURY NURSERIES, Inc., Box A, Easton, Md. 








American Bulb Company....importers Bulbs, Seeds, Etc....... 104 McHutchison & Co. ......... Nurserymen’s Supplies ........... 103 
Andrews Nursery Co. ...... Latham, Chief Raspberries........ 98 Monroe Nursery ............ Fruits and Ornamentals........... 107 
Anker-Holth Mfg Co........ Real Reels and Flex Neks........ 107 Naperville Nurseries ........ EERO Te OT 104 
a re General Nursery Stock ........... 104 Naperville Nurseries ....... Lining Out Stock ................ 107 
Bobbink & Atkins.......... Broadleaf Evergreens, Etc........ 104 Norton, A. L..........+--05- Pin Oak Seedlings ............... 98 
Burr & Company, C. R...... General Nursery Stock .......... 104 Nursery For Sale............ National Reputation ............. 106 
Business Opportunities ..... For Nurserymen ...............-- 106 Painesville Nurseries ....... General Nursery Stock ........... 105 
Canterbury Nurseries ....... PT ciidcdcuedehabendaannibs 98 Parsons Wholesale Nurseries.General Nursery Stock ........... 104 
Chase Bag Co............... ET Sind cahch cies tiuesaaen all 105 Portland Wholesale N. Co...General Nursery Stock ........... 107 
Chase Company, Benjamin..Nursery Labels ..............+... 106 Princeton Nurseries ........ General Nursery Stock ........... 106 
¢ Be OR. .ccceveseds Climbing Hydrangea, Etc......... 97 Process Color Printing Co...Loose-leaf Plate Book ............ 98 
ane te Hand Colored Photographs........ i Wy Ws Ok esd dcccevensnad SPEED co aivscccneeneue 98 
ving Machine Co... Bunch Tyer .............60.00000- 107 Rameey & Co., L. W......... Catalogue Printers .............. 107 
ON od Tree and Shrub Seed.............. 98 Smith & Co. W.& T........ General Nursery Stock............ 98 
iiit Nursery Co., D. ..... ...Evergreen Plate Book ............ 104 Storrs & Harrison Co....... General Nursery Stock ........... 105 
Hill Nursery Co., D......... Evergreen Specialists ............ 108 Verhalen Nursery Co. ....... Roses, Junipers .................. 104 
Horticultural Advertiser ..... English Trade Paper ............. 9g Von Canon Nursery ......... Mountain Trees, Shrubs, Etc...... 106 
Howard Rose Co............ SS Rae ee ee 107 Westcott Nureery Co... Evergreens, Shrubs, Trees........ 98 
ligenfritz’ Sons Co., |. E..... Fruit and Ornamentals............ 107 Westminster Nursery ...... Privet, Poplar, Etc................ 98 
Kile, O. Me ...cccccccccccess Plant Patent Attorney ............ 106 Willis Nursery Co........... Glenndale Gooseberry ............ 107 
Lewett. Beater 6... .cccccees Privet and Berberis............... 104 Wilson & Co., C. E. ........ Se EE sa wanes webiab oat 107 
Macmillan Company ........ Horticultural Books .............. oe We AS hike deca sseced General Nursery Stock ........... 106 
PIN OAKS THE WESTMINSTER NURSERY SEI Nursery 
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Stock 


ALL HARDY VARIETIES 
ST Write for Trade List 


W. & T. SMITH CO., New Vore 














SEEDS 


HERBST BROTHERS, Inc. 
Agents for T. SAKATA & CO. 


92 Warren St. NEW YORK 











BRIDGMAN, MICHIGAN 














Loose Leaf Plate Book NOTICE 


Special Sample Price $1.50 All “American Nurserymen” wishing to 
ALSO COLORED PRINTS do business with Europe should send for the 


PROCESS COLOR PRENTENG co, | “SORTHCULSURAL ADVERTISER 


This is a British Trade Paper read week- 
Searle Bldg. ROCHESTER, N. Y. ly by all the chief accredited horticultural] 
traders. Annual subscription to cover cost 
of postage, $1.85. Money orders payable 
at Nottingham. 

As the H. A. is a purely trade medium, 
applicants should, with the subscription, 
send a copy of their catalogue or other 
evidence that they belong to thc nursery or 
ceed trades. Address 


Horticultural Advertiser (1930) Ltd. 


Nottingham, England 


WESTCOTT NURSERY CO. 
Falls Church, Va. 


400 Acres of 
EVERGREENS, SHRUBS, TREES 


Write for Price List 


RASPBERRIES 


Mosaic free Stock 


Latham Chief 


NDREWS NURSERY CO. 
Fairbault, 

















ofe] ici 1,0 a 


HAND COLORED PHOTOGRAPHS 
ACTUALLY CREATE BUSENESS 


Shrubs, Perennials, Evergreens, Roses 
in Life-Like Reproduction 
WRITE FOR PROOF—IT’S FREE 


B. F. CONIGISKY *" pes. * 


Minnesota 



































The Nurseryman’s Forte: 


To Make America More Beautiful and Fruitful 








American NurseryMan 








Lives. ° Put. Vu.; 


The Chief Exponent of the American Nursery Trade 
National Journal of Commercial Horticulture 


Entered September 6,1916, at Rochester, N. Y., Post Office as second class mail matter 
WITHOUT OR WITH OFFENSE TO FRIENDS OR FOES, I SKETCH YOUR WORLD EXACTLY AS IT GOES—BYRON 
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President Stark Sends Message to the Trade 


Timely and Sage Advice and a Plea to All Nurserymen to Work Together, Now of all 
Times, For the Best Interests of the Industry 
“United We Stand, Divided We Fall” Motto Applies To the Nursery Industry, Says A. A. N. President 


doesn’t leave much time for the Nur- 

serymen to read; therefore we are mak- 
ing this message as brief as possible. Never- 
theless we feel it is so important that we hope 
every Nurseryman will read it and join with 
his fellow Nurserymen in helping to protect 
and assist the Nursery industry in its efforts 
to maintain an influential position in Ameri- 
can business. 

The present highly competitive condition 
between the various industries who are fight- 
ing to get their rightful share of the Ameri- 
can dollar has clearly demonstrated that this 
is a vital time for the industry to present a 
united front in fighting the battles against 
encroachment of competing industries. A 
certain portion of the money expended by 
the American people should go into the pur- 
chase of Nursery products and each Nur- 
seryman will get his proportionate share. 
The real competitors of the Nurserymen are 
not his neighbor Nurserymen but are the 
radio manufacturers, the automobile dealers, 
electric refrigerator dealers, etc. If the 
Nursery industry sticks together in fighting 
its common battles against the encroach- 
ment of these strongly active competitors 
the Nursery industry will get its fair portion 
of the dollar . On the other hand, if the Nur- 
serymen should fail to take united action 
and should tend to act only in the interest 
of smaller, sectional or state groups instead 
of joining forces against their common busi- 
ness enemies or competing industries, then 
all the Nurserymen will lose and lose heav- 
ily. The future of the Nursery industry as 
an influential factor in American business 
life is now largely dependent on this spirit 
of cooperation and mutual assistance be- 
tween the individual groups of Nurserymen 
in the different states acting in unison for 
the benefit of the entire Nursery industry. 


Results of Teamwork 


As an example of what teamwork can ac- 
complish, this year’s experience has again 
demonstrated the great value of a combined 
effort of the Nursery industry working as in- 
dividuals and in supporting the National As- 
sociation. Various national problems affect- 
ing large numbers of individual groups of 
Nurserymen have been successfully met and 
much headway has been made towards cor- 
recting serious and damaging conditions af- 
fecting the Nurserymen. 

The increased freight rate problem has 
been, or is being, largely overcome by the 
efforts of the Nurserymen’s Association. Rul- 
ings favorable to Nurserymen have been 
secured from the Agricultural Credit Corpor- 
tion at Washington. Also, certain quaran- 
tine problems affecting large groups of Nur- 
serymen in various parts of the country have 
been alleviated, and in one important case 
a quarantine (Phony Peach) has been entire- 
ly lifted. Cooperation by your national as- 
sociation with the different sectional Plant 
Boards consisting of the various State In- 
spectors, has resulted in broader policies 
towards the prevention of many troublesome 


Te season with its many difficulties 


state quarantines and other regulations that 
were interfering with the free interstate 
movement of Nursery stock. The Associa- 
tion, through its quarantine and Legislative 
Committees, has used every effort to correct 
these unfavorable rulings affecting the en- 
tire Nursery industry and they have fortu- 
nately been able to succeed along many im- 
portant lines. 

During the recent national bank holiday, 
through the combined efforts of the National 
Association, backed by various Nurserymen 
in different sections of the country, a special 
ruling was secured from the Secretary of the 
Treasury exempting Nursery stock and plac- 
ing it in the same favorable condition for 
special handling by the banks during the 
holiday as that secured for foods, feed, ferti- 
lizer, and seeds. This again demonstrates 
the result of a united effort by our industry. 

Policy of Isolation 

We are merely mentioning these instances 
to more forcibly bring to the attention of 
the individual Nurserymen the absolute im- 
portance of full cooperation and teamwork 
for the best interests of the industry as a 
whole. 

The contrary condition in the Nursery in- 
dustry is one where individual groups in dif- 
ferent states might work towards a selfish 
isolation policy that could result in nothing 
but ultimate damage to the individual Nur- 
serymen and a spirit of retaliation between 
the various states. The results of this nar- 
row policy would be comparable to the vast 
amount of damage and destruction that has 
come to the various nations of the world in 
their selfish tendency to put up trade and 
tariff walls that endeavor to restrict inter- 
national trade and isolate each country from 
its neighbors. Such a mistaken policy has 
been a big factor in causing the world de- 
pression from which we are just emerging. 
The Nursery industry must not make the 
same mistake that has been made by the 
nations of the world. 

Cooperation of State Groups 

The officials of your National Association 
and legislative and other committees are do- 
ing their utmost to protect the Nursery in- 
dustry and consolidate its lines of defense 
against encroachment of competing indus- 
tries, but this calls for a united spirit of co- 
operation among the Nurserymen to fight 
our common battles. Your association, 
through its committees, can work on nation- 
al problems at Washington that are in the 
interests of the Nursery industry as a whole, 
in the individual states our national asso- 
ciation must largely depend on the state 
groups to handle the situation and to follow 
out the same spirit of cooperation and 
united front for the benefit of the whole 
Nursery industry. 

We want to strongly stress the absolute 
importance of state groups of Nurserymen 
looking after the conditions in their own 
states, particularly as regards proposed state 
laws, state quarantines and regulations 
which are undesirable and destructive to the 
Nursery business. If a spirit of retaliation, 
suspicion and ill will, which undoubtedly 
would follow these various unfair retaliatory 


laws and regulations, is allowed to gain head- 
way in the different states it can result in 
nothing but great damage to the entire Nur- 
sery industry and will act as a boomerang to 
those who might start such action. 

Damaging Retaliatory Measures 

In times of unusual stress and difficulties 
there is sometimes a tendency to take an 
unfair advantage of our neighbors, instead 
of joining in a united effort to prevent any 
unfavorable, unfair encroachments affecting 
the well-being of the entire Nursery indus- 
try. We are confident that a great majority 
of the members of the American Association 
of Nurserymen are working towards a com- 


bined effort to prevent unfair and 
tory laws and regulations in the \ 
states. These difficulties may be cau 


some Nurserymen or other interests « 

of our association. Nevertheless ws 

face the fact that there is a recent te‘ 

in some states by some Nurserymen 
courage enactment of certain laws, regula- 
tions, etc., that seemingly will take unfair 
advantage of their neighboring Nurserymen 
or neighboring states. Support of such pro- 
posed laws or regulations simply arouse re- 
sentment of the groups in neighboring states 
who in turn may propose retaliatory actions 
so that in the end such activities simply 
prove a boomerang to individuals who sup- 
ported them. Unfortunately many innocent 
bystanders (which include all the Nursery- 
men of the country) will be severely dam- 
aged by much unfair and narrow policies. 

Furthermore such activities and state 
prohibitions are contrary to the spirit of 
free and uninterrupted commerce between 
the states of the United States. This is one 
of the basic foundations of interstate com- 
merce on which the success and welfare of 
the entire nation has been built and on 
which the future prosperity of the nation 
depends. 

As stated above, the individual state activ- 
ities can best be handled by the groups in 
those individual states who are in closer 
touch and are more influential in their state 
legislature than the committees of the 
National Association. We are confident that 
the members of the American Association 
will view this proposition from a _ broad 
standpoint and will realize that any narrow 
retaliatory spirit aroused by the various 
states can do nothing but cripple and injure 
all the Nurserymen for years to come, and 
this must not occur. The Nursery industry 
has too serious a battle in its competition 
with other important competing industries to 
weaken or destroy the effectiveness of the 
Nurserymen by strife inside the Nursery 


family. 
A United Front 

There was never a more important time 
than the present for a united front and 
united effort for the benefit of all Nursery- 
men. Your American Association of Nur- 
serymen is confident that its members in 
the different states will satisfactorily handle 
this matter if it is called to their attention. 
That the reason we are sending this message 
to our members so that they can be on the 

(Continued on page 106) 
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Merchandising Discussion Featured at Meeting 


Entire Afternoon Session at Mid-Winter Convention of Ohio Nurserymen’s Associa- 
tion Given Over to Study of This All-Important Nursery Problem 


Selling the Big Order 
By Herman Brumme, Cassinelli & Brumme, 
Cincinnati, Ohio 

What is good salesmanship? Should one 
of your firm go out to a customer who in- 
tends to spend about $100.00 and come back 
with an order for $1000.00, would you pat 
him on the back and tell him how good he is 
and probably stick an extra $10.00 in his en- 
velope for that week? Yes! I think most 
of you would. In nine cases out of ten, I 
would call that very poor salesmanship. 
That is just one of the great troubles with 
the people of the United States today, having 
over-bought or rather been oversold. 

Have you ever been oversold? You have, 
and you have a bad taste for the man and 
firm who did it. You might say it is your 
own fault. To a certain extent, yes, but it 
happens to all of us and I put the blame on 
the salesman and his firm that encourages 
such policies. 

Here is a concrete example. A number 
of years ago, two brothers entered Cincin- 
nati with the distributorship of a well-known 
automobile. Some other firm had had it 
but was not very successful. Being strang- 
ers, the first thing they did was to call on 
all the owners of this car in their territory, 
In making their calls, they ran upon a man 
who had just purchased a seven passenger 
car. They found him in his office, located 
in a little shack in the West End at the end 
of a small tailoring shop. This man told 
them he should never have bought this car— 
he had explained his condition to the sales- 
man, however, the latter had outwitted him 
and he bought and here he was with a fine 
‘automobile and no money to pay his help 
three days later. These two. brothers 
dropped all other appointments and went 
out to sell this man’s car. The next day 
they did and came back and laid the cash 
on this man’s desk. He wanted to pay them 
commission but they didn’t want it. This 
was a lesson for both. This man said that 
this was one fundamental on which he was 
going to build his business and the two 
brothers having just started in agreed on 
the same thing, namely: not to oversell. 

Now what was the result of this little in- 
cident? The man behind the old desk at the 
end of the dilapidated tailoring shop grew 
to be one of the most successful men in 
the country, employing about two thousand 
people. The two brothers have the largest 
and most successful salesrooms and shop in 
our city today and let me tell you that as 
many as sixty-eight cars a year were sold 
by this firm; that car and no other can come 
into the ownership of that company. That is 
selling the “Big Order.” 

In the spring of 1929, we were fortunate in 
landing an exceptionally large contract which 
took all that spring and fall, this client hav- 
ing added to the original contract one and 
one-half times the original amount and he 
kept on adding. So one day early in Septem- 
ber, he was contemplating further additions 
when we spoke up and said that we much 
appreciated all that he had given us and that 
we still had considerable to perform and 
really that he should call it a day and stop 
for a year. We told him we could handle it 
very nicely and were after all the business 
we could get and, of course, were not the 
persons to tell him how or when to spend 
his money. Further, we told him he was a 
young man and had a good many years 
ahead of him to add to the place and the 
main reason for us calling attention to this 
fact is that we didn’t want him to wake up 
some day ard add up all he had given us, 
get sick of us and call someone else. Now, 
we told him, if you still want to spend more, 
let us go. He told us he most sincerely ap- 
preciated our attitude and would take our 
advice and he being president of a large cor- 
poration said in closing—‘“I am going to call 
my sales manager in the first thing in the 
morning and tell him about your attitude, as 
this certainly is the most clever, honest 
and clean sales method I have ever heard.” 





The qualifications for selling the job is 
first of all honesty. Don’t ever give a client 
the picture of the maximum he may expect 
or a little beyond but tell him a little less 
so in reality he really is receiving more 
than expected. Second, you must have thor- 
ough knowledge of what you are selling. 
Third, you must have a real firm behind you 
to sell with a real organization. The man 
or men on the job or in your Nursery, are 
your best salesmen. They are the represent- 
atives and the performers of what you put 
forth to the client in making the sale and 
must be the highest standard. To repeat 
expressions from competitors and friends, 
then we are darn fools for starting our mini- 
mum wage scale at their maximum. How- 
ever, we are still getting a little business in 
spite of that fact. Why do we do it? Be- 
cause we want our men to go at a job on 
your premises with an enthusiasm that is so 
outstanding that you may see that quitting 
time and pay day is not all they are looking 
for. Our men are required to dress well and 
clean; they are required to be extremely 
courteous and at all times be trustworthy. 
Does that mean anything in the promotion 
of your sales? That really sells. Should 
any of your customers call for Tom, Dick or 
Harry to come to do some work, or if your 
customer gives you an order and requests 
some of these men do the job, they have 
not only earned their money, but sold the 
order for you. I feel that too many of you, 
especially those whose men contact the pub- 
lic, overlook that important fact. 

Now how is the big order obtained? First 
of all, of course, the man who sells the big 
order must be just as capable of selling the 
small one and must have all the experience 
that goes with handling the smaller order 
because they all depend on circumstance. 
This same man may contact a man with a 
salary of $1000.00 a year and an order from 
this man for $50.00 should be handled just 
as carefully as the order for $5900.00 from a 
man with $100,000.00 income, as to the man 
with the smaller income, the purchase is 
really greater. 

Second, you must, first of all, gain your 
client’s absolute confidence because without 
that no sale can be satisfactorily made. I 
say this because sales are made where the 
client has no absolute confidence but be- 
cause of price and is constantly suspicious 
that you are not working out your contract 
as agreed. A little independence should be 
put forth in connection with this, which you 
can readily do if you are the person to per- 
form your contract as put forth and even 
better. 

As said before, do not forget that no “Big 
Order” today is received on the spur of the 
moment. In fact, it never has been. Some- 
times it takes a year or more to land one of 
these jobs. Also, as mentioned before, the 
first step is to receive the prospective cus- 
tomer’s confidence and this you can only do 
by constant, personal contact. Make him 
like your company and you will find that the 
“Big Order,” which you are after, will come 
as the most natural thing in the world. How- 
ever, the leading up to this point is up to 
you and is not anything that I can tell you 
how to do, but is indeed most important 
if you are after a larger order whether it 
be for Nursery stock or a landscape job. 


Selling the Small Order 
By Frances H. Dubois, Wilbur Dubois & Son, 
Cincinnati, Ohio 

Heretofore we have never made any effort 
to attract the small order, having the idea 
that it was not desirable; and as it com- 
prised such a small part of our gross busi- 
ness it had never seemed, until recently, of 
sufficier.t importance to merit serious con- 
sideration. 

Let me tell you some of my reasons for 
thinking that the small order has become 
a permanent part of the Nursery business. 
It is not my intention to dwell upon the sor- 
rows of the depression, but merely to face 


some of the facts, and from these facts try 
to forecast the future, and formulate a 
policy. When we consider that a census 
based on conditions of the year 1918 showed 
that 86% of the incomes were $2000.00 or 
less, and only 2% were $5000 or over, we 
think we are safe in guessing that even 
when the pendulum begins its swing back 
toward normalcy, the percentage in the 
lower-class income will be well over 90; for 
1918 was a post-war year of great prosperity. 

Moreover, there is a great and growing in- 
terest among this class owing to the wide- 
spread influence of the Garden Clubs. An- 
other factor, most important of all in my 
mind, that points to the possibility of a 
tremendous business with this group, is the 
prophecy by economists and_ sociologists 
alike of a work-week of fewer days, and a 
work-day of fewer hours. How this leisure 
shall be spent is a problem that is troubling 
all Social Welfare bodies, and I do not think 
that it is because we are prejudiced in favor 
of our own industry that we say the answer 
is “gardening,” the most healthful, the most 
satisfying, and the most economical re- 
creation. 

How, then, can we attract these orders, 
and how we can sell them so that a profit, 
and not a loss, will result? Our records 
show that the very small orders (those un- 
der $25.00) were seldom planted by us. The 
sales were almost all made on the Nursery 
grounds; as we were not to do the planting, 
the customer came to us rather than we lo 
him. The time consumed in making the 
sale is usually the determining factor as to 
whether we have sold at a profit or at a loss. 

There are always some customers who 
prefer to walk around over a good part of 
the Nursery. If the larger plantings in the 
field are organized in an orderly manner, 
and plainly labeled, it is often possible, and 
preferable, to let these persons take care of 
themselves until they have determined more 
definitely what they want. I have often 
wished that some practical, inexpensive sys- 
tem of labeling were possible that would per- 
mit in addition to the name of the plant, a 
brief description as to height, time and color 
of bloom, habit of growth, etc. 


We find that after making a small sale on 
the Nursery grounds, but before the order is 
actually wrapped, it is often possible to make 
an additional sale by calling the customer’s 
attention to something novel and attractive, 
and at only a fraction of the price of the 
total purchase. One day this fall we made a 
direct experiment of this, and with gratify- 
ing success in every instance. 

One of the greatest attractions of the 
small order is that it is often a cash tran- 
saction, and is usually carried away by the 
customer, thus saving not only the actual 
cost of delivery, and of postage and station- 
ery, but relieving us of the nuisance of a 
lot of unpaid, small accounts. 

But because it is a cash transaction we do 
not assume that we will never see the cus- 
tomer again. On the contrary, we try to 
treat him in such a way that he will be a 
frequent visitor. The plants are wrapped 
in a skillful and workmanlike manner; some 
are handled in pots; our endeavor always is 
to give such orders a “professional” appear- 
ance. It is by such methods as these that 
the customer will learn the difference be- 
tween stock sold on the Nursery grounds 
and that handled through department stores. 

Looking into the future, it seems to me 
only a question of time when some kind of 
training in plant culture and gardening will 
become a part of the vocational training of 
the public schools. In fact, it has always 
seemed a little strange to me that this sub- 
ject had not already been included ir the 
curriculum. When that time comes, we can 
look for a still further increase in our re- 
tail sales. 

Bear in mind, we are not.competing with 
each other, but with the radio industry, the 
automobile industry, the clothing industry, 

(Continued on page 106) 
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Future of Roadside Marketing of Nursery Stock 


Evolution of Trends in Marketing Nursery Products: Agents, Catalogues, Fruit Trees 


to Ornamentals, Landscape Service, Cash and Carry Sales from Nursery 
By Howard N. Scarff, New Carlisle, at Ohio State University Short Course 


ET us review the general trend of 
| methods followed in retail merchandis- 

ing of Nursery stock in the past. As 
far back as I can remember we have had 
Nursery agents and Nursery catalogues as 
means of carrying the message to the gen- 
eral public. Though somewhat remodeled, 
we have both of these systems in use more 
or less effectively at the present time. 

Then with the increasing popularity of or- 
namental plants and trees, special landscape 
departments were developed within the Nur- 
sery itself. Individual dealers calling them- 
selves landscape gardeners sprang up. 

Right along with these developments came 
the automobile and good roads. Nurseries 
located along main highways began to note 
a great increase of cash and carry sales 
right at the Nursery. Gradually displays 
and sales grounds were built up and now 
we find this type of selling one of the best 
assets any Nursery can have. 

The department store and special Nursery 
stores are two other metheds of merchandis- 
ing that are here to stay. 

To touch on a few of the fundamental 
principles and incidentally a few details 
quite essential in the establishment of a 
Roadside Market: First, and most import- 
ant of all, is the location. A good frontage 
along any main highway with plenty of traf- 
fic would be entirely satisfactory. The prox- 
imity to one or more large cities is, of 
course, an additional advantage. 

A roadside market of any kind, to be en- 
tirely successful should have the atmosphere 
of permanency about it. A good substantial 
planting of Nursery stock in the Nursery 
rows adjacent to the market will help to 
bring about this affect. I feel sure that it 
would be more effective if it is known to be 
operated by an established Nursery of good 
repute. At our own roadside market we 
were able to sell 10 to 25 bushels to one of 
a competitor right across the road, pri- 
marily because it was generally known that 
we grew most of our own fruit and that our 
business was established in the community 
on a permanent basis. In other words the 
background was there for such a market. 

The type of building to construct will, of 
course, depend largely on the setting and 
the type of stock the Nurseryman wishes to 
sell. Our experiences has been that ever- 
greens in B&B are best held in the open in 
peat moss or old sawdust. When under 
cover the golden types especially seem to 
fade and loose their attractiveness. The 


dormant stock with bare roots are possibly 
best handled inside in display bins or heeled 
In every case the name of the 
quite 


in neat rows. 


variety should be prominent. A 


variety displayed 
fruit, is a 


colored circular of the 
showing the foliage, bloom or 
great aid to the customer. 

A small insignificant display of stock 
means nothing to the passing motorist. 
There must be size, attractiveness and colod 
if possible. A small display is too often 
taken for simply an ornamentation of the 
building itself and has little sales value. My 
idea of arrangement would be a good per- 
manent landscape planting portraying an 
outdoor living rocm or whatever the Nur- 
seryman desires to feature, and using quite 
an assortment of good materials, carefully 
labelled, and which can be used as a guide 
to those selecting stock; this supplemented 
with the peat moss beds where the B&B ma- 
terial can be temporarily heeled in for di- 
rect sales. And then I feel quite certain 
that if this is backed up with a substantial 
and attractive planting of flowering plants 
and evergreen stock in convenient Nursery 
rows, you will have developed a factor for 
publicity and sales that will not be a losing 
proposition. 

In our limited experience we have found 
that color in bloom or foliage are most at- 
tractive. During the past year the general 
public was looking largely for bargains and 
were good buyers if they felt that they were 
getting a rock bottom price. This leads to 
one point quite essential to the success or 
failure of such a venture. That is a matter 
of price level. Nothing will so quickly slow 
up sales at a roadside market as to attempt 
to charge prices much above the normal 
level. On the other hand it is even a poorer 
policy for any Nurseryman to try to stimu- 
late business by slashing prices down to a 
point where he does not make a good legiti- 
mate profit after considering all items of 
overhead which are so often overlooked. Of 
course there,is that class of customers (or 
at least there was a year or two ago) who 
want quality and are willing to pay for it, 
but the greater percent of the patrons will 
be the average home owners who also want 
good materials but are willing to take some 
of the more common varieties at a more 
moderate price. 

In conclusion, let me say that there is 
generally some good that comes from every 
evil. This period of depression which we 
are passing through is driving the Nursery- 
men to think out and employ better methods 
of merchandising—one phase of the business 
which is far behind that of many of the 
other industries. Strides are being made to 
raise the standards of selling through the 
better department store channels. Varieties 
of inferior characteristics are being re- 
placed by newer and better ones. Every 
Nurseryman is doing his best to keep his 
preduct before the eye of the public and to 
stimulate the interest in buying those 
things—trees, evergreens and shrubs, which 
are so essential in creating the proper set- 
ting and environment around every home. 


The development, by the established Nur- 
serymen, of roadside markets, sales and im- 
proved Display grounds along the highways 
is certainly a step in the proper direction. 


Progressive Nurserymen 
California Cultivator 

Whatever opinion one may hold regard- 
ing our old time Nurserymen, we must give 
them credit for much of the progress along 
horticultural lines that has been made in 
California during the past 50 years. 

Like all of us, they sometimes made mis- 
takes but for the most part they were in 
the interest of horticultural advancement 
rather than purely for monetary gain. 

Doubting Thomases have ever sought to 
discourage the planting of new or untried 
varieties and it has only been through the 
continuous study and experimental work, 
carried on by these pioneer Nurserymen in 
the face of such discouragement that has 
given us the great assortment of commer- 
cially grown fruits, of which the state now 
boasts. 

While the pecan industry is an old one, 
in-so-far as the United States is concerned, 
and seedling trees are to be found growing 
here and there over this state, many of 
them from seed planted by the earliest 
pioneers, it is only within comparatively 
recent years that any thought has been 
given to the commercial possibilities of 
pecan culture in this western area. 

Here again we must give our Nursery- 
men credit for their persistent effo1 
troduce varieties of the better s 
types that would do well in our mc 
sections. 

Among those who have insisted t 
pecan industry should have a place 
fornia horticulture, possibly none hay 
worked harder or been more persistent i 
their efforts to boost this nut, than the 
Hobbs-Gregg Nurseries, San Dimas. 

Their success is attested by the fact that 
their trees have generally given perfect sat- 
isfaction wherever planted, resulting in in- 
creasing demands each season from prac- 
tically every section of the west and even 
from parts of Mexico. 

All of which just serves to exemplify the 
fact that in the Nursery business, as in any 
other, fair dealing and service to the cus- 
tomer brings its reward. 


Dutch Bulb Growers Seek Aid—Three 
famous bu!b growers from Holland—George 
Van de Mey, George Van Zyverden and 
Frank Van Deventer—visited Mayor Moore 
of Philadelphia, on March 3, says the Phila- 
delphia Record, and asked him to use his 
efforts to lift tariff restrictions against their 
plants. 

The Mayor suggested that his visitors 
might get help from President Roosevelt. 
“He may be interested in it,” the Mayor 
added, “as his ancestors came from Hol- 
land.” 








Nursery Stock, Fruit, Vegetables and Fresh Pork are Sold at Scarff’s Farm Market, Located at Intersection of National and New 


Taft Highways, New Carlisle, Ohio 
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1 Ralph Thrall Olcott 


Founder of American Nursery 
Trade Journalism 


HE FIRST Nursery trade paper in 

America was established in 1893, 
as long-time Nursery concerns know, 
and for nearly thirteen years was con- 
ducted under the personal and exclu- 
sive direction of the late Ralph T. 
Olcott, who later founded the AMER- 
ICAN NURSERYMAN on broad and 


untrammeled lines. 


“The dean of Nursery Trade Jour- 
nalists.”—John Watson 








A Policy Roundly Echoed 


“Cultivated Americans, impatient 
with cheap sensationalism and windy 
bias, turn increasingly to publications 
edited in the historical spirit. These 
publications, fair-dealing, vigorously 
impartial, devote themselves to the 
public weal in the sense that they re- 
port what they see, serve no masters, 
fear no groups.”—Time Magazine 








Sound Distribution 


“Distribution has been much 
stressed, perhaps correctly, by execu- 
tives, organizations and _ business 
analysts as the present main problem 
of industry. Nevertheless, | am of 
the opinion that there can be no sound 
distribution that is not based on sound 
production. 

“To find and serve a market is to 
presuppose a capacity to produce 
economically, wastelessly. Buyers 
have a way of seeking out the produc- 
er who best serves them at the fac- 
tory.”—Charles Ault, Auburn, Me. 








“A paper which gives the 
the money to the reader will give the best 
alue the as "t 


cago, Ill., in Printer’s Ink. 











The Mirror 





of the Trade 








CHASING THE CHISELER 

Selling below cost of production, “cut” 
prices, unwarranted discounts to procure 
business at any price, etc., etc., have been 
common topics of discussion in the editorial 
press of the country during the last 12 
months especially. Time and again warning 
has been given about the evils of price cut- 
ting. 

To those growers and manufacturers who 
have refused to talk sales at prices below 
cost of production and who have staked their 
all on the fact that evenutally quality will 
prove the keynote of success and that those 
who believe in its high standard will be in- 
cluded in the “survival of the fittest,” we 
pass on the interesting news on the new ad- 
vertising policy that is being adopted by the 
Goodrich Rubber Co. 

The Goodrich people are out for the hide 
of the “Chiseler”’—that fellow who is large- 
ly responsible for prices made at the ex- 
pense of quality. The “Chiseler” is the man 
who is blind to the real penalties of a tran- 
saction unprofitable to the supplier. 

“The practice of ‘chiseling overhead,” 
states Goodrich advertising copy, “will 
bring the solid rock of quality crashing down 
upon the buyer, and throw open the markets 
of the world to unscrupulous manufacturers 
who regard the worshipers of price as their 
lawful prey.” 

In this challenge to the chiseler, Goodrich 
offers a suggestion to every industry to go 
to the mat with a most important problem. 
If American business is to persist, it must be 
brought back to a profit basis. 

Says a writer in Printers’ Ink: “A buy- 
ing policy which insists on prices so low that 
the big producer is made to sell at a loss, 
merely involves everyone deeper than ever 
in the quicksands of economic chaos. 

“America must stay on the quality and 
profit basis to remain a leader in inter- 
national business. 

“It is time then to realize that the chiseler 
in every industry is cutting away at our 
economic foundations.” 

Goodrich advertising copy also says: 

“The debasement of quality can only 
mean the lowering of performance stand- 
ards and a deeper drain upon incomes— 
the major variable cost-factor that still 
remains. Which means in turn the flight 
of consumer purchasing power and unfor- 
tunate social consequences. 

“Here at Goodrich we believe The 
Chiseler can no longer be permitted to 
speak for American Industry—which selis 
as well as buys. We believe his voice will 
soon be submerged in a veritable clamor 
of voices, until now strangely silent, de- 
manding recognition for quality on a 
record of concrete, constructive perform- 
ance.” 

This new series of Goodrich advertising 
write-ups on “The Chiseler—the Nemesis of 
quality” is called “courageous policy adver- 
tising.” Certain it is that were a large 
group of leaders in various fields to fall in 
line and follow suit, much could be done to 
call the attention of business executives in 
all lines of endeavor to the great economic 
danger that lies in the chiseler’s false 
reasonings. 

It is the Advertisers of America, now, who 
can do more to bring back national normal 
buying than any other group. Let courage- 
ous policy advertising, based on quality ap- 
peal, be the slogan of the times. 


Suggests Emergency Measure 

Undoubtedly, the notice of Conard-Pyle’s 
Evergreen Auction to be held on April 11, 
at West Grove, Pa., will cause considerable 
comment among their fellow Nurserymen; 
since an event, such as the one proposed, is 
an unusual course of activity for a Nursery- 
man. 

It has been suggested by the West Grove 


concern that a revival of the old-time week- 
ly auction sale might well do the industry a 
lot of good and prove advantageous in more 
ways than one. However there is, without 
a doubt, a large element of risk in the pro- 
pcsed undertaking. 

We would be glad to have readers express 
their opinions, pro and con, on the Weekly 
Auction Sale idea. 


A. A. N. PRESIDENT’S MESSAGE 


We were especially pleased to receive for 
publication in this issue a message to the 
trade from the pen of President Paul Stark 
of the American Association of Nurserymen. 

In these rather uncertain times of politi- 
eal readjustments, banking moratoriums, 
enactment of legislation of more than the 
usual interest and affecting directly and in 
short order so many of American citizens, 
and with the status of business perceptibly 
changing and reflecting all that is happening 
in the world today, it is reassuring to have 
a leader step forth and send out to all those 
in the Nursery trade a message of cheer and 
a sincere call to rally round the standards 
of cooperative endeavor to the end that the 
Nursery business in the future may rank as 
an influential factor in American business 
lite. 

We believe President Stark has given 
utterance to an outstanding truth when he 
says: “The Nursery industry has too seri- 
ous a battle in its competition with other 
competing industries to weaken or destroy 
the effectiveness of the Nurserymen by strife 
inside the Nursery family. The future of 
the Nursery industry is now largely depend- 
ent on a spirit of cooperation among the 
Nurserymen themselves against encroach- 
ment of competing industries.” 

In other words the Nurseryman should 
not be interested so much in what business 
his fellow Nurseryman procures as in what 
percentage of the consumer’s dollar com- 
peting businesses procure. That the Nursery 
trade, as a whole, procures a larger percent- 
age of the consumer’s dollar, should be the 
paramount aim of a united trade. 


“A RAW DEAL” 


Nurserymen in San Bernardino, Cal., have 
made vigorous protest against the apparent 
interest of that municipality in invading the 
Nurseryman’s legitimate field of private en- 
terprise. Their communication, filed with 
the San Bernardino Water Department and 
Chamber of Commerce reaas: 

“We are very much interested in the an- 
nouncement in a recent issue of the Tele 
gram and also The Sun, second edition, 
front page, of the free distribution by the 
water department and our chamber of com- 
merce of 61,941 shade and ornamental trees, 
the only restriction being that the recipient’s 
water bill must be paid, in addition to the 
trees we are told there are also 6,480 deco- 
rative shrubs and plants to be given away. 
This seems to be a civic enterprise with 
city labor and takes in the scope of a well 
stocked Nursery. 

“We Nurserymen have been engaged for 
some years in growing and buying and sell- 
ing just this class of trees and shrubs that 
our city is giving away. We have bought 
real estate, improved it, joined the chamber 
of commerce and civic clubs, and tried to do 
our little bit in sustaining our city. We 
have done our modest part in promoting the 
beautification of our homes and grounds 
and done it with only the friendly rivalry 
of our competitors in business. 

“Now a new Richmond appears in the Nur- 
sery field—no other than our municipality 
with a well written ad—‘Front page reading 
matter’—not even ‘Cut price’ but gives the 
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Special Flower Shows Planned for 
World’s Fair Horticultural Exposition 


Editor American Nurseryman: 

We felt that you would be interested in 
knowing the progress being made in connec- 
tion with the Horticultural Exposition at A 
Century of Progress, the 1933 World’s Fair. 

The horticultural building is well under 
construction and we are hopeful that within 
another thirty days it will be ready for oc- 
cupancy. Work has already been started on 
the planting of the large garden features. 

We are now developing our plans for the 
Special Weekly Flower Shows to be staged 
in the Exhibition Hall located in the Horti- 
cultural Building. We will appreciate any 
cooperation that you may give us in the mat- 
ter of advising interested parties regarding 
these various show dates. We will be very 
glad to arrange for any special group or in- 
dividual floral exhibits. These can be feat- 
ured even though a special show is in pro- 
gress. We have promises of some exception- 
ally fine exhibits and feel confident that 
Floriculture will be well represented. 

It may oe interesting to you to know that 
special Century of Progress Certificates of 
Award will be given to each exhibitor, and 
we are arranging for other prizes and 
trophies. in the nature of medals and cups, 
for meritorious exhibits. 

We are confident that the Nursery Trade 
will be highly pleased with the entire ar- 
rangement and plan of the Exposition. At 
a later date we shall give you a more com- 
plete line-up of the Show. 

John A. Servas, 
Executive Director, Horticultural 
Exhibitions, Inc. 
1459 State Bank Bldg., Chicago, Il. 
March 15, 1933 


Schedule of Special Flower Shows 
June ist to 8th—Private Estates; Iris. snap- 


dragons. North Shore Horticultural Society. 
National Association of Gardeners (North 
Shore of Ill. Branch) 

June 9th to 15th—Peonies 

June 16th to 20th—California Flower Fes- 
tival. 

June 21st to 24th—Peonies. 

June 25th to 30th—Pasadena Rose Tourna- 
ment. 

July ist to 7th—ITIllinois Federation of Wo- 


men’s Clubs; (Garden Departments), Delphin- 
iums, Larkspurs, Lilies. Perennials. 

July 8th to 14th—Garden and Flowe 
ings; sculpture and flower arrangement 
cago Galleries Association. 


Paint- 
Chi- 





July 15th to 21st—-Gladiolus Show. 

July 22nd to 28th—Cacti and Succulent 
Plants. Cactus and Succulent Society of 
America. 

July 29th to Aug. 4th.—Lilies, Hollyhocks, 
Hardy Phlox. 

Aug. 5th to 11lth—Water Lilies. Water 
Plants, Fish, Exotics Southern Calif. Nur- 
serymen’s Association. 

Aug. 12th to 18th—*Garden Clubs Week 


and Amateur Summer Shows. 

Aug. 19th to 25th—Asters. Zinnias 

Aug. 26th to Sept. 1—Gladiolus Show. 

Sept. 2nd to 8th—Florists’ Telegraph Deliv- 
ery Association and Retail Florists. 

Sept. 9th to 15th—Vegetables, Fruits, Nuts. 

Sept. 16th to 22nd—Dahlias; Central States 
Dahlia Society. 

Sept. 23rd to 29th—Roses 

Sept. 30th to Oct. 6th—California Chrysan- 
themums. 

Oct. 7th to 13th 
Flowering Plants. 

Oct. 14th to 20th 
Valley. 

Oct. 21st to Nov. Ist—Chrysanthemums. 

* Special classes for garden clubs and pri- 
vate and professional growers will be featur- 
ed with each show. 





Carnations, Foliage and 


Orchids and Lily of the 


Dudley Nurseries, Schofield Ave., Webster, 
Mass., have been opened by Peter Breingan. 
Mr. Breingan wll specialize in landscape 
work, in which he has had 30 years’ ex- 
perience. 
trees and shrubs to our citizens who own 
homes and can pay their water bills! 

“To those who make their living in the 
Nursery business this looks like a raw deal, 
and if carried out in other lines surely 
would paralyze our city.” 





Auction of Evergreens 
Editor American Nurseryman: 

Before the days of Quarantine 37, one of 
the principal channels of trade in America, 
by which all kinds of horticultural products 
were introduced into this country from Hol- 
land, was the weekly Auction Sale. It 
seemed to be a regularly recognized market 
where the purchasers paid the high-dollar 
bid. During the past fifteen or more years, 
the Auction has been less in prominence 
among Nurserymen. 

During the present emergency it is con- 
ceivable that the Auction may again be used 
to revive interest and the habit of buying 
cn the part of the purchasing public, who 
seem to have the impression that to buy 
Nursery stock is evidence of an indulgence 
in luxury that should be avoided for fear 
neighbors who see the new planting get the 
wrong impression. 

The Conard-Pyle Company are primarily 
rose growers. Since they have been grow- 
ing in the open field, their extensive range 
of greenhouses has been used for the propa- 
gation of evergreens. A total of 209,000 a 
year has not been an unusual output. This 
firm has decided to cut down their ever- 
green business, and to this end have engaged 
Samuel T. Freeman & Co. to dispose of their 
evergreens and large-size shrubs at public 
auction at the home Nursery, West Grove, 
on April 11, to which all are invited. 

Robert Pyle, President 
The Conard-Pyle Company 
West Grove, Pa., March 25 
Promising New Fertilizer 

Ammoniated peat, a new fertilizer ma- 
terial, has been developed in the laboratories 
of the U. S. Department of Agriculture. It 
seems to combine many of the good feat- 
ures of the two familiar types of nitrogen- 
carrying fertilizers. It has not been de- 
veloped commercially yet, but chemists of 
the department say that the manufacturing 
process is simple and relatively inexpensive 
and that the commercial production of am- 
moniated peat offers opportunity for ma- 
terial saving in freight on fertilizers. Small 
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scale experiments with plants have given 
promising results. 

By heating ammonia and peat under pres- 
sure, about two-thirds of the reacting am- 
monia is changed to chemical combinations 
that are not soluble in water. These foims 
are generally similar to the nitrogenous 
fertilizer materials in cottonseed meal and 
animal tankage. Roughly a third of the 
ammonia remains in water-soluble forms. 
Depending on temperature, the peat may be 
ammoniated to contain up to 20 per cent of 
nitrogen. A 20 per cent product would thus 
contain in each hundred pounds nearly half 
as much quick-acting nitrogen as 100 pounds 
of sodium nitrate and would at the same 
time contain about twice as much slower- 
acting nitrogen as 100 pounds of cottonseed 
meal. In other words, 100 pounds of 20 per 
cent ammoniated peat would be roughly 
equivalent to 200 pounds of cottonseed meal 
plus 50 pounds of sodium nitrate. The prod- 
uct could be shipped with notable savings 
in freight and with notable advantage in 
combining the good features of both the 
slow-acting and the quick-acting nitrogen 
carriers. 


2c First Class Mail Advisable 


A new administration and a new Congress 
are now considering the request of American 
business to return to the original 2c postage 
rate for First Class Mail instead of the pres- 
ent 3c rate. 

There are many reasons why this should 
be done. Among them is the fact that this 
increase in rate for FIRST CLASS MAIL 
has not brought in the revenue which was 
anticipated. In fact, the revenue was small- 
er than it was the previous year when the 
rate was only 2c. 

Many businesses were forced, because of 
this increased rate, to send large quantities 
of mail matter by the slower moving, but 
less expensive methods. Then too, many 
great national campaigns have beer 
abandoned, courtesy mail has been 
etc. 

The return to the lower 2c rate 
doubtedly prove a stimulus to busi 
a help in getting general business } 
a profitable basis. It will, without 
greatly increase the use of the First Class 
Mails, and the Government will thereby re- 
ceive more revenue and more profit from 
FIRST CLASS MAIL at 2c than at 3c. 

Every Nurseryman should write their Con- 
gressmen and their Senators about this very 
important matter. Also write Honorable 
James A. Farley, Postmaster General, urging 
that the First Class Postage be put back to 
2c. 

American Association of Nurserymen 
By Chas. Sizemore, Secy. & Traffic Mer. 





Burlap Squares 
Best and cheapest material for 
balling evergreens, etc. Record low 
prices on 8 convenient sizes. 


Chinese Tonkin Canes 


McH Brand, finest sifted horticul- 
tural peat in standard bales contain- 
ing 20 bushels or more. Carloads or 
less—quick service. 


HENRYI 
AURATUM 


4-5” to 18-20”, at pre-war prices. 





McHUTCHISON & CO. 


95 Chambers St., New York 
You Need These Things for Spring Business 


Hardy Garden Lilies 


For Spring sales and planting jobs, how can you do without them? 
And they help sell other stock too. These are the best popular varieties: 
TIGRINUM, Single and Double 
RUBRUM-MAGNIFICUM 


Boxwood 
Finely, shapely, compact stock. SEMPERVIRENS bushes, pyramids, 
standards and ball-shaped in 17 sizes. 


Write or wire us for quotations on your needs. 


Granulated Peat 


Medium weight and extra heavy 
in 9 lengths—best for staking any- 
thing out of doors. Prices low. 


Raffia 


The best material for grafting, 
budding, tying, binding. Leading 
brands of Natural Also Colored. 


REGALE 
ALBUM 


SUFFRUTICOSA in 9 sizes from 
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A bill providing for Nursery certification 
tags was passed by the State House of Rep- 
resentatives, New Mexico, on March 13. 





James R. Henry has been elected trustee 
in bankruptcy to operate Illinois Nurseries, 
Inc., for the benefit of creditors who hold 
claims of more than $99,000. 

George Wilson, youngest son of Mr. and 
Mrs. C. E. Wilson, of Manchester, Conn., was 
in charge of the Wilson Nursery’s exhibit 
made at the Hardware Dealers’ convention. 








Tacoma, Wash., proposes to license florist 
and Nurserymen, requiring an annual fee of 
$25. It is expected this will put an end to 
the disposal of plants, shrubs and seeds by 
many small growers and dealers. 





A bill has been introduced into the Idaho 
State Senate to reduce the bond for Nursery- 
men. The subject has been reconsidered 
and sent to the committee of the whole for 
amendment. 

Mecklenburg Nurseries, Charlotte, N. C., 
awards annually a “City Beautiful” cup to 
the outstanding agency in any southern city 
which does the most toward beautifying its 
community. This year the award went to 
Ellis Stone & Co. of Durham, N. C. 





License Fee Bill Introduced—A measure 
has been introduced in the Minnesota State 
legislature providing for the creation of a 
state board of Nursery trade and requiring 
Nurserymen and tree trimmers to secure an 
annual liceuse to cost $2 a year. 


Highway Beautification—Fifteen thousand 
trees and shrubs have been planted over a 
six-mile stretch on Atlantic Boulevard, Jack- 
sonville, Fla., under the Duval County High- 
way Beautification program. Several thou- 
sand more trees will be planted. 





Mr. Hicks, Hicks’ Nurseries, Westbury, 
Long Island, recently gave a talk before the 
Bayside Woman's Club. Mr. Hicks took 
with him, to the affair, a truckload of vari- 
ous shrubs, evergreens and plants, and told 
the women to help themselves because the 


truck was to return empty. 


Nursery Department Opened—Through ar- 
rangements recently perfected between the 
Wyckoff department store and LaBars’ Rho- 
dodendron Nurseries, Stroudsburg, Pa., says 
the Stroudesburg Record, a new department 
has been opened at the big store. It is for 
the display and sale of all manner of Nur- 





Ornamental Stock 
at Surplus Prices 


Write today for our new Surplus 
List No. 339 with more than 300 
bargains in transplanted A No. 1 
nursery grown stock. Send us your 
list of wants before buying else- 


where. 


NAPERVILLE NURSERIES 


NAPERVILLE ILLINOIS 


sery goods. The store has always handled 
rose bushes, but that has been the main 
feature there in the Nursery line and these 
are now-handled in the new department. 
The new department is not a temporary 
thing, but will be a permanent proposition 
and the skilled displaymen of the Nurseries 
and of the store have worked out a striking 
and pleasing decorative scheme so as to 
display the articles exhibited to the best 
purpose and in the most attractive way. 


Albert L. Schell of the Wichita, Kan., Nur- 
series, says that people in his section are 
showing much interest in the planting of 
both decorative and fruiting plants. A num- 
ber of farmers and acreage owners have 
contracted for fruit trees and small fruits 
he says, thus indicating that more fruit will 
be raised in that section. 

The Alabama Federation of Garden Clubs 
will hold a convention in Birmingham April 
45, for the purpose of suggesting plans for 
the development and maintenance of a sys- 
tem of public parks in the state. The con- 
vention has the indorsement of many busi- 
ness and civic organizations, including the 
Alabama Nurserymen’s Association. 


The following Nurserymen were num- 
bered among the exhibitors at the annual 
flower show of the Massachusetts Horticul- 
tural Society, in Boston, last month: Cherry 
Meadow Gardens, Framingham; Edgell Road 


Gardens, Framingham; Littlefield-Wyman 
Nurseries, North Abington; W. N. Craig, 
Weymouth; Cherry Hill Nurseries, West 
Newbury. 


$5000 in Cash Prizes—Cash prizes worth 
seeking attracted many large displays to 
the Philadelphia Flower Show, held on 
March 27. 

There were magnificent displays by Bob- 
bink & Atkins, Rutherford, N. J.; Coster & 
Co., Bridgeton, N. J.; Rotteveel of Holland; 
Bunting Nurseries, Selbyville, Dela., Water- 
er, Dreer’s famous roses; John Kuhn, Adoplh 
Muller, Andorra Nurseries, Henry I. Faust 
and others among the commercial exhibits. 


Special Freight Rate—To further aid the 
development of the Nursery business in the 
vicinity of Bailey Station, a village 19 miles 
east of Memphis, Tenn., the Southern Rail- 
way announces a new freight rate on Nur- 
sery stock from that point to St. Louis, ef- 
fective March 5. The rate will be 40 cents 
per 100 pounds shipped in carload lots of 
16,000 pounds minimum weight, says the 
Memphis Commercial Appeal. 


LEGISLATION 











In connection with its efforts to defeat the 
Schackno Plant Quarantine bill*, which it is 
contended would wreck the business of the 
New York City dealers in flowers and horticul- 
tural products, The Merchants’ Association of 
New York has discovered another bill in the 
New York State Legislature which, should it 
be passed, would destroy one branch of the 
business of many horticultural houses. 

The measure in question, introduced by Sen- 
ator Feld and referred to the Committee on 
Public Education, of which Senator Feld is 
Chairman, is an amendment to the Education 
Law which provides that, in New York City, 
drugs and chemicals and poisons, may be re- 
tailed only in a pharmacy under the personal 
supervision of a pharmacist or druggist. 

The effect of this bill would be to prevent 
the seed and Nursery stock and hardware 
stores from selling the poisons and compounds 
used in fighting insect pests and plant dis- 
eases and which are now generally sold in 
stores handling horticultural products. Not 
only would the bill operate to deprive the 
stores of what has become to be an important 
part of their business, but it would also in- 
crease the inconvenience and expense for the 
gardener who would be compelled ta go to a 
drug store every time he needs powder to dust 
his rose bushes. 

The Merchants’ Association, as soon as it 
learned of the proposed amendment to the 
Education Law, communicated with Senator 
Feld suggesting that the Committee should 
kill the measure promptly. 

* The Shackno Plant Quarantine bill aroused 
a storm of opposition and protest by florists, 
seedsmen, Nurserymen, and dealers in. plants 
and bulbs. The proposed bill sets u drastic 
provisions covering inspection, quarantine 
and licensing of shipments of plants, trees, 
shrubs and flowers into New York State. 

Among the requirements which the bill 
would set up for outsiders who wish to do 
business in the State are the posting of a 
$25,000 bond; a $50 filing fee paid for a revok- 
able license which costs an additional $1250; 
a power of attorney filed costing $25;.a $25 
per day inspection fee paid, plus the expenses 
of the inspector at the rate of $7.50 per day 
plus traveling expenses, together with the ex- 
penses of any expert the inspector may re- 
tain; a filing fee of $25, together with: an an- 
nual license fee of $250 and a bond for $2500 
filed for each salesman maintained by the 
grower; and finally a $5 fee for a permit tag, 
together with a $5 inspection fee for each 


shipment. 
The Merchants Association of New York 
sponsored a _ public hearing on Senator 


Schackno’s bill on March 7. More than fifty 
representatives of various firms and organi- 
zations attended the hearing. The sentiment 
of all those attending was unanimous in oppo- 
sition to the bill. 

As a result of the hearing the Plant Quar- 
antine Committee of the Merchants’ Associa- 
tion adopted a report condemning on eleven 
specific grounds the legislation proposed by 
Senator Schackno’s bill. The Association has 
made their report public and have taken vig- 
orous steps to prevent enactment of this bill. 

There is a rumor to the effect that the bill 
has come up for a vote and has been defeated: 
but we have not yet been able to verify this 
statement. 

Meanwhile we suggest that interested par- 
ties get in touch with proper authorities to 
register their protests against the passage of 
this undesirable legislation. 


If it has to do with the Nursery Industry 
send it in. 





TAXUS CUSPIDATA CAPITATA 
THE ONLY HARDY UPRIGHT YEW 
Should supercede Arborvitae for hedge purposes 


AZALEAS (evercreen & pecipvovus) 
MAGNOLIAS Large Flowering 
RHODODENDRON HYBRIDS 


and other scarce items. 














Send us your list of requirements with 
full particulars as to quantities, varieties 
and sizes. 


BOBBINK and ATKINS 


RutHerForp, N. J. 


E. P. BERNARDIN 


PARSONS, KANSAS 
Established 1870 
Specializes in 
AMOOR PRIVET, SHRUBS 
EVERGREENS 


and 


SHADE TREES 
for the great Southwest. 

















American Bulb Company 


Importers and Growers of 
Dutch Bulbs, Cannas, Tuberoses, Gladioli, Hardy 
Lilies, Manetti, Lily of Valley, Spagnum Moss. 
Catalogue. 


Send For Free 
31-37 W. 27th St. 1335 W. Randolph St. 
Chicago, Mi. 


New York City 


PRIVET and BERBERIS 


Splendid Stock 
Write for Special Quotations. 
LESTER C. LOVETT 
Delaware 











Milford 








TEXAS 
ROSES JUNIPERS 


QUICK DELIVERY 


From Nursery Storage 
AT REASONABLE PRICES 


Verhalen Nursery Co. 


P. O. Box No. 4 Telephone 
NORMAL, ILLINOIS 


(Home Address, Scottsville, Texas) 


Hill’ s I's Evergreen Plate Book 


— qin rionrts binding $3. $3.00. 1 
$3.75. -_ ant pep lnortins Os Order for your 





oney refunded if not satisfied. 
D. HILL NURSERY CO. 
Evergreen Growers in America 
Box 402 DUNDEE, ILL. 








C.R. BURR & CO., INC. 


MANCHESTER, CONN. 


HEAVY SURPLUS ON SOME ITEMS 
Write For Low Prices 
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S. 


COSTS 
LESS THAN 
BURLAP 


DOES A 
BETTER JOB 


other wrapper for retaining dirt and moisture 
and delivering a clean, attractive package. 


bundle. 


If you are usin 


tell us the size and we will send samples. 


Specialty Dept. -:- 





Write for Samples and Price List 






CLEAN - NEAT 


We will send full size working samples that will prove in 
your own shipping room that SAXOLIN is superior to any 


SAXOLIN is two sheets of kraft paper cemented with 
asphalt filler and crinkled to stretch and conform to shape of 


It's waterproot—tough and easy to handle. 
any special size material for wrapping 


now and be ready for your next shipping season. 


Cleveland, Ohio 





° 


EC 


BUNDLES 


e 


KEEPS THE 








@ 


MOISTURE IN 
See 


around the roots A 





What Do You Need? 


complete 
every department. Grades liberal, quality 
supreme, prices reasonable. 


Our notable Specialties include: 





Our March 1st Bulletin 


V/E HAVE FOR YOU 


line of Nursery Stock in 





Try SAXOLIN Vase Elms; Norway Maple; Weeping 
Birch; Paul’s Scarlet Thorn; Prunus 
Cistena; Cornus Fla. Rubra. 


SESEECSE I SES SESE 





S & H 2 yr. FIELD GROWN ROSES; 
Flowering Crabs and Cherries; European 
Sycamore; Magnolia Glauca; Moline and 

















The Storrs & Harrison Conll 4 


PAINESVILLE, OHIO 








@bituary 


W. Albert Manda, one of the best known 
horticulturists of the nation, whose home 
was in South Orange, N. J., met his death 
on March 15 by falling from a moving train 
as he was walking from one car to another. 
Mr. Manda was on his way home from a trip 
to the New York flower show, where he was 
arranging an exhibit for the N. J. Federation 
of Women’s Clubs. 

Mr. Manda was known among gardeners 
the world over. In 1932 he received the 
prize awarded annually by the Massachu- 
setts Horticultural Society to “the outstand- 
ing horticulturist of the country.” The ci- 
tation spoke of Mr. Manda as “long a unique 
figure in American horticulture.” It was 
said of him that he had originated more hy- 
brids than any other American cultivator, 
that he had attended more conventions and 
exhibited at more flower shows than any 
other American. He had won more than 
2,000 prizes, of which 400 were cups. 

Mr. Manda was proprietor of the Univer- 
sal Horticultural Establishment, on Third 
Street, South Orange, where he maintained 
the most extensive collection of cactus plants 
in existence. Fellow exhibitors credited him 
with the vogue of the cactus as an ornament- 
al plant in homes. He founded his establish- 
ment thirty-nine years ago. 

Mr. Manda was born in a suburb of 
Prague, Bohemia, now Czecho-Slovakia, on 
November 11, 1862, and left home when he 
was eleven years old. Plants and flowers 
and all manner of growing things always 
fascinated him, and as a boy he passed two 
years each in Vienna, Paris and London, 
picking up odd jobs here and there, and 
haunting botanical gardens and conserva- 
tories. 

He came to the United States in his late 
‘teens, and at the age of twenty was curator 
of the Harvard University botanical gardens. 
Nine years later he joined the firm of Pit- 
cher & Manda, conducting a Nursery at 
Short Hills, N. J., but he resigned after two 





years to organize his own establishment at 
South Orange. 
Mr. Manda spoke thirteen languages. 





J. H. Guenther, Hamburg, N. Y., flower and 
tree Nurseryman, died March 5 after a long 
illness. Born in Hof, Bavaria, Germany, Mr. 
Guenther came to the United States when 
he was twenty years old and moved to Ham- 
burg in 1898 where he opened a plant Nur- 
sery. He was the orginator of the widely 
known Hamburg late white chrysanthemum, 
which begins blossoming around Thanksgiv- 
ing Day. 





Count Ernest Adolph Schoepke, former 
member of the Russian nobility attached to 
the imperial court at St. Petersburg, died 
last February in Denver, Colo. Count 
Schoepke had been for many years engaged 
in landscape gardening, and at the time of 
his death operated Lakeview Gardens Nur- 
sery, Wheatridge, Colo. 





George Meadows, retired horticulturist, 
who for many years had been superintendent 
of the Alpine, N. J., estate of John Ringling, 
died of pneumonia early in the year. He 
was sixty-five years old. 





William L. Perkins, Ontario, Cal., Nursery- 
man, died recently at the age of 43 years. 
Mr. Perkins was a native of Texas. 


Orlando C. Bailey, 69, Nurseryman of 
Hanover, Mass., died March 2, at his home 
in North Hanover. 

Fortmiller-Gallup 

Paul V. Fortmiller, secretary of the Jack- 
son & Perkins Co., Newark, N. Y., was mar- 
ried on March 23 to Miss Leta Remick Gal- 
lup of Syracuse. Mr. and Mrs. Fortmiller 
will reside in Newark. 

The first showing of the Rutherford hybrid 
azalea, was made at the New York flower 
show last month by Bobbink & Atkins, Ruth- 
erford, N. J. 





Armstrong Nurseries, Ontario, Ual., eirei 
tained members of the Hemet Women’s Club 
at their Nursery grounds last month. 


George B. Hart Nurseries, Rochester, N. 
N. Y. exhibited the Mary Hart Rose, plant 
patent No. 8, at. the International Flower 
Show held in New York. 





“Blaze,” the new hardy ever-blooming scar- 
let climber, plant patent 10, was shown by 
the Jackson & Perkins Co., Newark, N. Y., 
as was also the rose “Comtesse Vandal,” a 
pink with salmon and yellow overlays. 


A. N. Pierson, Cromwell, Conn., displayed 
“Souvenir,” a 1933 novelty in ever-blooming 
hybrid tea roses, at the International Flower 
Show. This bloom, a rich deep golden yel- 
low, was a gold-medal winner at the 1932 
Atlantic City Flower Show. 





A plaque commemorating the memory of 
the late Felix Gillette who founded in the 
early eighties the Barren Hill Nursery now 
owned and operated by C. E. Parsons, in 
Nevada City, Cal., was dedicated March 7 
by the Women’s Civic Club of that city. 

Gillette experimented with walnuts, graft- 
ing one variety onto another and produced 
varieties that were blight resistant. Orders 
came from Asia, Australia, Africa and all 
over the western continent. 


State Quarantine Revoked 


Quarantine against the Asiatic beetle, in 
effect since 1926, has been revoked by the 
Connecticut Agricultural Experiment Sta- 
tion. The beetle has spread over so much 
of the state territory, it was considered im- 
possible to maintain a quarantine covering 
all the infested sections, so the Station de- 
cided to let go the restrictions. 


The beetle inflicts damage to grass by 
feeding on the roots while in the larval 
stage. 


When writing advertisers, say you saw it 
in the American Nurseryman. 
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Merchandising Problems 


(Continued from page 100) 


with every industry which is trying to get 
that share of the consumer's dollar which is 
to be spent for other than absolute necessi- 
ties. And the greatest menace of all is the 
possibility of a new indwstry headed by 
merchants who are not, Nurserymen, but 
who see this wonderful opportunity, and 
seize it. With the method of coating plants 
with a protective wax nearing perfection, 
with constantly increasing facilities of trans- 
portation, it is not difficult to picture some 
supermerchant covering the country with 
ehain Nursery sales depots, leaving many of 
us in the same position as the struggling in- 
dependent grocer. Remember, United We 
Stand, Divided We Fall. 


Display Ground Selling 
By Mark Aukemann, Hollandia Gardens, 
So. Vienna, Ohio 


My faith ia display ground selling goes 
back as far as I can remember and I have 
consistently worked to that point. I have 
always considered that selling Nursery 
stock is no different from selling auto- 
mobiles, clothing, jewelry, food or any other 
merchandise offered for sale. 


Our problem is to create a desire for the 
merchandise we have to sell. Since our 
merchandise is used to create beauty and 
comfort, we must display it in such a fashion 
that prospective customers will stop and ad- 
mire the beauty of it. While the display is 
beautiful it must also be arranged with a 
view to the comfort of the customer. Pro- 
vide places where he may sit down and 
rest and enjoy his visit, and it also gives 
him time to think how his home grounds 
could be made more beautiful and us ful. 

Our prospects for plants and trees are be- 
coming more numerous each season, as people 
are becoming more flower conscious. Large 
orders are not so plentiful as in the past, 
so it becomes necessary for us to attract 
more people to our establishment so that 
we can make a greater number of sales. 


The attractive display grounds is an im- 
portant factor in increasing the number of 
visitors to the Nursery. Of course, there 
are just so many buyers among each thou- 
sand visitors, so it is imperative that we 
try to reach the prospective buyer, not by 
price alone, but above all by beauty and ser- 
vice. 

While we read articles and hear talks 
condemning the department stores for what 
they are doing to our business, is it not our 
own doings? What have we ever done to 
attract the public? The department stores, 
in order to attract customers buy or lease 
the best locations, for the convenience of 
their prospective customers. They also 
spend literally millions to get these custom- 
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JAPANESE CHERRIES and CRABS 


up to 12 feet 


MAGNOLIAS, LENNEI and SOULANGEANA 


up to 10 feet 7 
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ers to come and see their displays of mer- 
chandise. 

It costs money to make and maintain an 
attractive Nursery display, and it also costs 
the department stores plenty to make and 
maintain attractive window displays. The 
public is not interested in what it is costing 
us. What would the public think of a de- 
partment store that would leave its display 
windows bare and would hang up a sign that 
reads something like this: “On account of 
the depression we have discontinued all 
window displays, and pass this savings 
along to you. Bargains inside.” Would 
that appeal to us and make us want to zo 
inside and buy something? 

The Display Ground is the Nurseryman’s 
show window and is as necessary as the de- 
partment store’s show window. The public 
demands it and expects courteous, helpful 
and instructive service. 

No matter what we do, plan, write about, 
advertise or what not, the display ground 
will still be the foundation of the retail Nur- 
sery, and it is the only sound and legitimate 
way to eliminate unfair competition. 

We should make our display grounds so 
attractive, that it will make the straight 
rows of Nursery stock look like just so much 
raw material in process of manufacture. The 
public is not interested in the Nursery part 
of our business, for there the plants are in 
the raw and the public wants to see these 
plants in the finished picture. 


The Display Ground should produce a fin- 
ished picture, using the plants we have to 
sell. The Display Ground helps to break 
down sales resistance, for once a prospective 
customer visits our establishment he cannot 
go away without a favorable impression 
which should react to our advantage some 
time in the future, if not then. 

I firmly believe that the Display Ground is 
the only future for the retail Nursery be- 
cause it does not display trees and flowers 
alone, but displays the ability of the indi- 
vidual or organization to create beautiful 
pictures. This is a distinct advantage over 
the Nurseryman not having this experience, 
for it is ability to create and service one can 
render, and not money invested, which is 
considered. 

The Display Grounds should be so ar- 
ranged that at least part of it can be 
changed each season. People are interested 
in color. While a beautiful garden appeals 
to some, the masses of people appreciate va- 
riety. We must not let our particular hobby 
get the best of us, but must try to please as 
great a majority of the people as possible. 

The department store, the peddlers, the 
street displays of balled and burlapped ever- 
greens, bankrupt and receivers’ sales hurt our 
business to some extent, but I am not look- 
ing at it with alarm. This condition exists 
in all lines of business at the present time, 
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so the only way to do is to ignore it and 
try to conduct your business differently, sell 
better merchandise, employ experienced men 
and women and give real service. 

Only a competent Nurseryman can proper- 
ly display our line of merchandise, as only a 
progressive merchant can properly display 
his merchandise. 

The more display grounds along our high- 
ways, the better impression the Nursery In- 
dustry will make upon the public. These 
displays will discourage and eliminate the 
haphazard buying from department stores 
and sidewalks. 

Display grounds, in my estimation, are 
the source of hope for the Nurserymen, and 
eventually they will bring the business back 
to the Nurserymen where it belongs. 


President Stark’s Message 
(Continued from page 99) 
lookout to correct such matters if 
arise in their own states. 

One of the main dangers is the fact that 
in the stress of the busy shipping season 
our members in the different states may 
overlook some important and damaging pro- 
posed laws or regulations that would be de- 
structive to the best interests of all the 
Nurserymen. Therefore we strongly urge 
that each state group of Nurserymen be on 
its guard to watch conditions in its own 
state and to keep in touch with the legisla- 
tive committee or officials of the American 
Association of Nurserymen. 

The truth of the motto “United we stand, 
divided we fall” certainly applies to the 
Nursery industry at the present time. 

Paul Stark, President 
American Association of Nurserymen 
Louisiana, Mo., March 18, 1933 
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Dedicated to Nation’s First Lady 

A new rose, “Mrs. Franklin D. Roosevelt,” 
to go with the “Eleanor Blue” which made 
its debut at the inaugural ceremonies, was 
displayed at the 20th annual international 
flower show held at Grand Central Palace, 
New York City, last month. 

It is a brilliant yellow and apricot tinted 
bloom and is related to the Talisman rose. 
John H. Traendly, Rowayton, Conn., is the 
originator. A patent on it is pending. 

Another new rose exhibit at the Show 
was “Better Times,” a pink blossom. 

There were several thousand entries in 
the six-day show. England, France, Holland 
and Italy sent gold medals to be awarded 
prize winners. 

An exhibit of Lily Harrisoni, made by the 
J. P. Morgan Estate at the 20th International 
Flower Show in New York, showed plants 
which had reached the height of six feet. 








BUSINESS OPPORTUNITIES 








OPPORTUNITY for nurseryman 
to manage well established nursery, 
in good condition and fine locality, 
on shares. Owner burdened with 
other interests. Address B-24, care 
American Nurseryman. 








LABELS FOR NURSERYMEN 
THE BENJAMIN CHASE COMPANY 


DERRY, N. H. 


Experienced Nurseryman Wanted 


Partner of ability, 45 to 50 years old, to buy 
outright or to invest about $6000 in one of the 
best equipped and largest Nurseries in the mid- 
dle west. Busineses 44 years established, build- 
ings new, everything first-class condition. In- 
cludes landscape service and orchard. Write 
B-22, care AMERICAN NURSERYMAN. 








Princeton Nurseries 
of PRINCETON, N. J. 


SUPERIOR 
Hardy Ornamentals 


VON CANON NURSERY 


Hardy native mountain trees, shrubs, 
perennial wild flowers and ferns from 
the Blue Ridge Mountains of western 
North Carolina, 


Send for price list. 














PLANT PATENTS 


I am securing plant patents for many 
‘of the leading : Jorists and Nurserymen. 


If you have a new variety write me 
for an opinion on its probable patent- 
ability and an estimate of costs of pat- 
enting same. 


ORVILLE M. KILE 


1295, '97, '99 National Press Building 
WASHINGTON, D. C. 
Registered Plant Patent Agent 
U. S. Patent Office 








NURSERY FOR SALE 


National reputation, wholesale and 
retail. $25,000 cash, balance easy 
terms. Address B-23, care American 


Nurseryman. 








THIS SIZE SPACE 


$2.10 Per Issue 
Under Yearly Term $1.90 























April 1, 1933 
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holds nozzle rigidly in pare position ... 


A real reel... 
not just a 
age” place for bose! 
Has 10 uses to 1 of 
the ordinary reel. 
Jo more tedious 
unwinding and re- 
wading of ALI 
the hose every time 


“stor- 


reel cach time jus st 
what you want and 


tion display card. 


: FLEX-NEK 


Patent Pending 


b REVOLVING reel up with handy crank. ALL | 
JOIN STEEL —rivete di —_ Holds up_ |} 
Ht to 125 ft. 5¢ in. hos Triples life i 
i of hose ... ra oon reel sold is i 
Hy a billlx ard that sells the neigh- ij 
| bors. Fully guaranteed. Each in 
carton, practically set-up. [jj 
| Packed; 24 Ibs. with demonstre 


AMERICAN NURSERYMAN 


















changed INSTANTLY .. and STAYS 
PUT! 












Converts ordinary nozzle into handiest and 
most practical sprinkler. No interference 
with ordinary use of nozzle... . / Always 
ready ... nomuss... nofuss... no 
bother. Galvanized steel and brass. Six in 
box, with 3-color display and price card. 


ANKER-HOLTH 





Your Quality Stock 
At Quality Prices 


and you will find, as other advertisers 


do, that there is always a market for 


QUALITY GOODS. 


oe? ¢ 


The American Nurseryman ff} 


affords the logical medium through 
which to dispose of your stock to the 
trade, or to fill your own “shorts”’. 


EXCLUSIVELY THE 
NURSERYMAN’S JOURNAL 











A Profitable Adjunct 


TO NURSERY ESTABLISHMENTS 
FELINS UNIVERSAL BUNCH 
TYER 
ASK ABOUT IT 





FELINS 
2950 N. 14th St., Milwaukee, Wis. 











GLENNDALE! 


THE SENSATIONAL 
NEW GOOSEBER®Y 
introduced by the U. 
Industry. 

in America. 


S. Bureau of Plant 
We have the largest stock 


Send for Description and Prices. 


Willis Nursery Co. 


WHOLESALE NURSERYMEN 
Ottawa, Kansas 








We are distributors for 
COLD COVER 
a superior cold preparation for dipping 
roses and other stock. It is economical, 

safe and quickly applied. 
lto 50 gallons $1.50 per gallon 
50 to 250 gallons 1.30 per gallon 
250 gallons 1.10 per gallon 
A complete Line of 

TREES, SHRUBS, EVERGREENS 


and FRUITS 


WONROE 
NURSERY 


I. E. Ilgenfritz’ Sons Co. 
Monroe, Michigan 











SPRING .... 
is just around the corner. 


Now is the time to order your Lin- 
ing Out Stock . . don’t delay longer 
but get our new Spring List No. 338 
at once. Reduced prices and free 
boxing for cash with order. 

Write today. 


NAPERVILLE NURSERIES 


NAPERVILLE ILLINOIS 








Portland Wholesale Nursery Co. 
East Morrison at 23rd St. 
PORTLAND, OREGON 
Growers and Wholesalers of 
Strictly Choice Fruit, Shade, 
Flowering and Evergreen Trees, 
Roses, and Clean Coast Grown 
Seedlings 











CATALOGS 


Are you satisfied with your present 
catalog? We are producers of some 
of the most successful catalogs in the 
country. Write and get our ideas be 
fore placing your order for your next 
catalog. Glad to send you samples 
without obligation 


The L. W. Ramsey Company 


Advertising for Nurserymen 
430 Union Bank Bldg. Davenport, lowa 








LINING OUT STOCK 


CONNECTICUT VALLEY GROWN 
Over 100 Leading Varieties 


DECIDUOUS and EVERGREEN 
Special Offer—Early Orders 
AMPELOPSIS VEITCHII 
BARBERRY THUNBERGI 
IBOTA PRIVET 
ROSA MULTIFLORA JAPONICA 
(Best Understock) 
Write for Complete List. 
C. E. WILSON & COMPANY, INC. 


Manchester, Conn. 











Correspondence solicited. 


ROSE BUSHES 


Wholesale Growers 
Howard Rose Company 








HEMET, CALIFORNIA 
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Success in the nursery business depends 
upon PLANNING AHEAD. Right now it is 
vitally important to prepare for the increase in 
business which is most certainly coming. If 
you expect: to-be selling evergreens three or 


four years hence, you MUST PLANT NOW. 
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Get This Book.... 


This book contains the most remarkable 
values in Evergreens we have ever offered 
during our more than 75 years as Evergreen 
specialists. 


Write for your copy 


Your Copy is Ready 
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